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advantage. When a number of stimuli are acting simul-
taneously on a man or animal, the most intense of them
has an advantage over the others, and is likely to be
the first noticed and reacted to. A moving object has
an advantage over one that is at rest; a sudden stimulus
over one that has continued for some time with no
change, or only a gradual change; certain colors have
an advantage over others that are not so 'striking', and
certain objects, in the case of the human child especially
human faces, have an advantage over other objects.
All this by force of original nature.
The advantage of one reaction over another must be
sought on the side of the reaction as well as on that of
the stimulus. Certain reactions are more imperative
than others, and have the 'right of way' through the
nerve centers. The avoiding or self-protective reactions
have an advantage over others, so that a painful or
threatening object usually gets itself reacted to in pref-
erence to any other stimulus that may be present. Thus
a slight rustling noise may get a response in preference
to bright or otherwise interesting objects. The prin-
ciple of economy also makes its appearance here, as
shown by the fact that a stimulus will ordinarily evoke
a reaction of moderate strength before it can elicit one
of great force. This was seen in the behavior of the
protozoan when affected by a harmful stimulus; the
first reaction called out was the weak avoiding reaction,
and the strong reaction only occurred when the weak
did not suffice. In general, the strength of a reaction
is apt to be more or less proportional to the strength of
the stimulus, so that for any strength of stimulus, a re-
action of corresponding force will have the advantage.